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3 KEY POINTS

1. All projects are unique

2. Creativity is necessary due 
to capital constraints

3. To be cost-effective, projects 
need to be large in scope 
and timely



PROJECTS ARE UNIQUE

SITE LOCATION

UTILITY SERVICE 
TERRITORY

TYPE OF 
CUSTOMER
•NON  PROFIT
•PROFIT

Customer 

Needs      E2

Environmental 

Attributes SREC’s 
(CO2, NO2 , SO2 )



CREATIVITY IS NECESSARY

Engage a variety of different funding 
sources:
•Banks

•Tax Equity Partners
•Government Loan Guarantees and 

Bond
•Grants (USDA, Treasury, DOE)

*Financial Complexity made Simple*



GO BIG!
•Drives down cost
•Entices larger investors (Shows 
larger return)
•Leads to Return of Investment of 
22%
•Benefit of Aggregating Solar 
Products

BE TIMELY!
•Incentives  are time sensitive and 
equity investor wants 100% 
depreciation this year
•Prices are low on solar panels



PROCESS TO FOLLOW

1. Price system components
2. Check utility company renewable policies
3. Search applicable incentives 

(http://www.dsireusa.org) 
4. SREC Market (high-risk, high reward) v 

Feed-in-Tariff (stable return)
5. Engage range of potential investors based 

on project particulars

http://www.dsireusa.org/


Two products are created with generation of 
electricity: Electrical Power and a Renewable 
Energy Certificate (REC)



Utility Companies Have Power Purchase Plans



Finance Matrix
$0-$2 Million

• Local Banks

• Product Supplier

• Competitors

$2 Million-$5 Million

• National Banks

• Tax Equity Partners

• High Wealth Individuals

• Product Supplier

$5Million-$100Million

• National Banks with Solar Focus

• Utility Companies

• Foreign Money



Local Banks Favor this Model

Solar Plant Direct Cost $50,000

Federal Grant $15,000

Loan Amount $35,000

10 year Loan 5% $4438/yr

Feed-In-Tariff revenue $5325/yr

*Factor 1.2 minimum revenue over costs



Thank you!
Kurt Schneider

Vice President/Owner
kschneider@johnsonmelloh.com

(317) 244-5993  

mailto:kschneider@johnsonmelloh.com

